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unconventional Hydrocarbons, reservoirs, 
and resources
nortHeastern BC Hosts immense 
resourCes of gas and liquids in 
unConventional reservoirs. These rocks 

are considered unconventional because their 

naturally-occurring permeability is so poor that 

oil and gas cannot be produced at economic 

rates using conventional drilling and completion 

methods. Recent advances in drilling and comple-

tions technologies, particularly horizontal drilling 

and multi-stage hydraulic fracturing (fracs), have 

allowed producers to enhance permeability, and 

thus access hydrocarbon resources economically.

Oil and Gas Production 
From Unconventional 
Reservoirs
what does it mean for BC’s water resources?
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There are three main types of unconventional reservoirs: 

•	 Coal beds (producing CBM, short for coal bed methane); 

•	  Tight formations, consisting of sandstones or carbonate rocks like 

conventional reservoirs, but with very low permeabilities; and 

•	 Shale reservoirs. 

Coal bed reservoirs are important only locally in northeastern BC, 

and generally are not economically viable at current low gas prices. 

Tight formations have been exploited in the Deep Basin area south 

of Dawson Creek for over 30 years, although horizontal wells and 

multi-stage fracs have become common only in the last decade. 

The Montney play, which stretches from west-central Alberta east 

of Dawson Creek northwestward to Pink Mountain, is an immense 

tight gas fairway being explored in some areas and actively devel-

oped in others. Shales, originally deposited primarily as mud, have 

long been regarded only as “source” rocks. Oil and gas are gener-

ated within shales by the application of heat and pressure over 

geologic time, and migrate over millions of years into conventional 

reservoir rocks. Traditionally, however, shales cannot produce oil 

and gas at appreciable rates on a “human” time scale. Now, with 

horizontal drilling and multi-stage fracs, the shales themselves 

have become economically viable and productive reservoirs. 

Shales of the Horn River Basin, north of Fort Nelson, are BC’s best-

known shale gas play, but many other shales offer good potential.

water and unconventional oil and gas development
Water is critically important for development of tight (low-perme-

ability sandstones and carbonates) and shale reservoirs, as huge 

volumes of water are required to execute frac jobs. Water’s role is 

to transmit pressure downhole to break the reservoir rock open 

(frac it), then to carry proppant (high-grade sand grains) into the 

fractures to prop them open and maintain flow fairways once the 

well begins producing. Some of the water remains in the forma-

tion, while some flows back with the gas. This flowback water 

retains some of the chemicals added to the frac job and picks 

up traces of rock materials underground; it must therefore be 

captured and recycled or safely disposed to avoid contamination 

of surface waters.

Different reservoirs require different completion methods, and 

operators spend considerable time and money optimizing their 

completion procedures. In general, however, shale gas reservoirs, 

as in the Horn River Basin, require very large water volumes for 

completions, while lesser volumes energized with gaseous nitro-

gen or carbon dioxide are optimal for many tight gas reservoirs, 

including much of the Montney.

There are three primary water sources available to make up 

frac fluids: 

•	 Surface waters such as lakes and streams; 
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•	  Shallow aquifers carrying fresh water, either bedrock or buried 

river and glacial stream channels; and 

•	  Deeply buried bedrock aquifers, which contain naturally-occur-

ring saline waters that are not suitable for human consumption 

or agriculture. 

Although fresh surface waters are usually most easily accessi-

ble, some producers now prefer to utilize deep saline waters if 

technically and economically feasible in order to avoid real or 

perceived conflicts over fresh water use with other stakehold-

ers. Disposal of flowback and produced waters must be to deep 

saline aquifers, as they cannot be safely released into freshwa-

ter environments.

British Columbia is a world leader in assessment of aquifers 

and water resources associated with unconventional gas plays. 

Geoscience BC, a government-funded, not-for-profit organi-

zation charged with undertaking geoscience work to support 

exploration in B.C. (http://www.geosciencebc.com/s/Home.asp), 

has completed two major assessments. A comprehensive study 

of deep saline subsurface aquifers in the Horn River Basin, 

undertaken in cooperation with the Horn River Basin Producers 

Group, identified the Debolt Formation (buried at a depth of 

several hundred metres) as an excellent saline water source 

and disposal zone (Figure 1). The Encana/Apache partnership 

has completed a major water treatment facility which draws 

water from the Debolt, and supplies almost all the water used 

for drilling and completions by those operators. It also facilitates 

the disposal of flowback and produced waters into the Debolt 

that are too saline to recycle. Follow-up work in defining shal-

low subsurface aquifers (as water sources in areas where the 

Debolt aquifer is poorly developed) is now being sponsored by 

Geoscience BC. In addition, Geoscience BC and the Horn River 

Basin Producers Group have initiated a three-year surface water 

monitoring study, which will collect baseline climatic, hydromet-

ric and water quality information from locations throughout the 

Horn River Basin.  Members of the Fort Nelson First Nations and 

Echo Dene Kho are participating in the project to learn sampling 

techniques to support the development of future First Nations 

led environmental monitoring programs.

The second Geoscience BC project is a comprehensive 

examination of surface waters, shallow subsurface freshwater 

aquifers, and deep saline subsurface aquifers in the Montney 

play fairway. It was undertaken in co-operation with consul-

tants, several BC government ministries and researchers at UBC.  

Shallow freshwater well records have been collected system-

atically, as have data on seasonal stream flows. Collation of 

existing surface geology maps and some new mapping work have 

improved our understanding of potential aquifers in unconsol-

idated sediments lying above bedrock. Deep subsurface saline 

aquifer characteristics have been mapped, and an understanding 
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of these aquifers as potential water source and disposal zones 

has been established. Figure 2 is a map from the Montney project, 

showing the net thickness of the Cadomin Formation aquifer to 

range from near zero to more than 40 metres in the eastern part 

of the Montney fairway. 

Much remains to be done to build upon Geoscience BC’s 

work in characterizing aquifers and water resources in the Horn 

River Basin, the Montney fairway, and other unconventional play 

regions. It has become clear that different solutions must be 

applied in different areas, building on work to date. For example, 

deep saline aquifers exhibit abundant capacity to support devel-

opment in parts of the Horn River Basin and Montney fairways, 

and much less capacity in other areas. 

Geoscience BC is communicating the most accurate available 

information about water resources and industry usage through 

active engagement with municipalities and First Nations commu-

nities in northeastern BC. As a result, industry, regulators, and 

the public now have 

common reference 

points for understand-

ing water resources and 

understanding which 

solutions offer the best 

potential to support 

development and avoid 

conflicts with other 

stakeholders. 

Protection of 
Potable water – 
surface waters 
and shallow 
groundwater
An advanced regulatory 

regime, combined with 

systematic assessments 

of water resources 

and characteristics (as 

described above) are providing a high level of protection for potable 

water resources in northeastern BC in the face of significant new 

demands arising from unconventional gas development. Three nota-

ble initiatives in accessing alternative water sources are:

•	  The Encana/Apache Horn River Basin Debolt water facility, 

described above;

•	  A water resource hub being planned by Encana in the Montney 

fairway near Farmington, which will combine recycled frac 

waters with saline waters from the deep subsurface Peace River 

Formation; and

•	  Shell Canada’s partial financing of a new water treatment plant 

for the city of Dawson Creek, as part of a deal to access treated 

effluent to serve as frac source water.
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Figure 1. Schematic cross-section showing Debolt aquifer in the Horn River Basin, 
more than 1000 metres above the Muskwa Formation shale gas reservoir.
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Systematic disposal of saline frac fluids and flowback waters 

using deep disposal wells into saline aquifers will safely and 

permanently isolate these fluids from fresh surface waters. 

Geoscience BC assessment work to date has provided excellent 

background information to support the design of safe and effec-

tive disposal wells.

Finally, assessment of exist-

ing surface waters and waters in 

shallow unconsolidated aquifers, 

as undertaken in Geoscience BC’s 

projects, will help provide the 

baseline data needed to ensure 

that frac fluids or flowback waters 

do not accidentally escape unde-

tected into the environment from 

faulty or improperly-designed 

wellbores. Additional hydrogeo-

logical research will augment our 

baseline knowledge. Best industry 

practices, and continual perfor-

mance monitoring and review 

of the well-established regula-

tory regime by BC’s Oil and Gas 

Commission will ensure that 

accidental contamination of BC’s 

potable waters are minimized.

Conclusion
Unconventional gas and oil devel-

opment requires large volumes 

of water, and produces lesser but 

significant volumes of wastewater 

that must not be allowed to contam-

inate potable water supplies. 

British Columbia, through coop-

erative efforts amongst producing 

companies and government/regu-

latory agencies coordinated by 

Geoscience BC, is a world leader in the systematic assessment 

and characterization of water resources. This proactive approach 

offers the best protection of potable water resources, and safe-

guards the water interests for all other stakeholders. m

Figure 2. Map showing net thickness of porous Cadomin  
Formation aquifer in the eastern Montney play fairway.
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Call For 
Nominations
2013-14 CaPl Board of directors
everY Year is an eleCtion Year for CaPl and it 
is no seCret tHat our assoCiation relies on its 
dYnamiC volunteers to continue to create top value for its 

members and to enhance its important role within the industry 

and the community. If you are interested in being involved at the 

highest level, making a difference, giving back, gaining contacts, 

and sharing your creative ideas, you should be seriously consider-

ing taking the steps to get your name on the ballot. 

If you have hesitations or you are curious about what is 

involved, just ask any current or past CAPL Director and you will 

hear how rewarding and gratifying this important role can be.  

As an Active, Senior, or Life Member of the CAPL, you have all the 

credentials required to become a Director of CAPL. 

This year a new Executive and Board of Directors will be voted 

in at the April 2013 General Meeting. If you are interested, or know 

someone that might be interested, and have a desire to contribute 

in a major way, please do not hesitate to contact any one of the 

Nominating Committee members:

Jim Condon, P.Land 403-819-2423 jim.condon@shaw.ca

Kristy Halat-Skulsky 403-508-3577 kristy.halatskulsky@pengrowth.com

Suzanne Stahl 403-513-1135 sstahl@crescentpointenergy.com 

Dennis Eisner, P.Land 403-232-7420 dennis.eisner@dvn.com

Nominations will be carried out in accordance with Article 10 of 

the CAPL By-Laws. For more information on the election process 

and to access a candidacy nomination form, go to the CAPL 

Election Information link on the “Members Only Section” home 

page of the CAPL website, www.landman.ca. m
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The Lonely 
Vertical Wellbore
excluding vertical wellbores tenure and Contract Considerations
onCe uPon a time, not so verY long ago, tHere 
lived in tHe wCsB a Being of immense Power and 
Prestige. This being would appear in mere days, on the tops of 

hills, or in forests, or in the bottoms of great valleys. Very often, the 

first sighting would be, but a mere prelude, to a deluge of these beings 

across full townships of land, moving like an unstoppable herd, until 

the entire horizon was dotted with the metal caps of their long bodies 

drilled deeply into the earth. This being was the vertical gas well (VGW).

But alas, the age of the great VGW herds is coming to an end. 

The age of expensive gas is over. The magic of the perforated 

vertical wellbore was being lost to the sands of time. For now we 

are entering a new age, the age of the horizontal wellbore. An age 

not of great herds of VGWs, but rather of princely horizontal wells, 

with great legs and fractures of the earth. To bring forth oil from 

rock which had previously denied us.

So what will become of the existing VGWs that still roam this 

land? This is our tale.

Please excuse the heavily Lord of the Rings inspired introduc-

tion. Each year over the holidays, my boys and I have a tradition 

of watching the entire series (directors cut, extended versions) in 

one sitting. This year we added in almost three hours of the new 

Hobbit movie. Finished last night at 11 p.m. and I need to write this 

article today. Needless to say, I am a tad middle earth punch drunk.

But hey, the alternative introduction reads as follows:

This article will deal with the complex tenure and contractual 

novation issues associated with the exclusion of existing VGWs 

upon a farmout of disposition of PNG rights that include the pool 

where the existing wellbore is perforated.

Be honest, if I had started with the above paragraph, would you 

still be reading this article? Sure you would.

wellbore exclusion nonProducing well
Tenure

The first example of this issue is not new, nor is it complicated 

from a tenure perspective. In this scenario we have a VGW which 

is a pure abandonment liability. The well will never produce. The 

purchaser/farmee has agreed to acquire PNG rights in the pool 

where the existing VGW is situated. The clever purchaser has 

managed to have the vendor/farmor exclude the wellbore from 

the purchase and sale agreement (or farmout agreement).

As we are simply excluding the wellbore, very few tenure 

issues arise. The purchaser will earn the entire interest of the 

vendor in the PNG rights, excluding the abandonment and recla-

mation obligations pertaining to the existing wellbore. Drafting 

this language into a sale agreement or farmout agreement is 

not difficult. You simply need to be clear that all PNG rights will 

be sold (or earned). It is merely the wellbore and its associated 

surface rights, abandonment, reclamation and environmental 

obligations that are being excluded. No tenure split occurs.

The main land issue is how to deal with the excluded wellbore 

in your land system (such as CS Explorer). For the purchaser, a 

good land administrator will create a separate split for the well-

bore, or at least a remark in the applicable PNG split, indicating 

that the wellbore was excluded and liability remains with the 

vendor. Once inputted, this split or remark is often the only indi-

cation that the purchaser has in its records to determine if they 

need to pay for the casing vent leak or environmental damage 

claim that arises down the road. Failure to properly input wellbore 

exclusions into CS quickly leads to knowledge of the exclusion 

being lost. This can result in the purchaser mistakenly paying 

abandonment and reclamation costs it did not acquire.

For the vendor, the decision to retain a split in your land system 

for an excluded wellbore is very, very rare. However, it really should 

be done. Part of the reason such splits are generally not set up in 

vendors land systems is due to the lack of a tenure interest asso-

ciated with the wellbore. Land systems are for tenure rights, not 

mere liabilities, some would argue. Also, the NOA “common crappy 

approach” discussed below often means there is no file to link the 

wellbore to in your land system. No file reference, no input. I know 

it is tough to find the time to create a split for a straight up wellbore 

liability, but really, there is nowhere else for this information to exist 

and it should be done. Yeah, and my kids really should read books 

over the Christmas break rather than playing 14 hours a day of video 

games. I understand. There is only so much we can hope for in life.

Contractual Novation

If you are dealing with a 100% property, you can (obviously) ignore 

contractual novation issues. However, if you have partners and a 

JOA (or other operating agreements) you must consider contrac-

tual novation in each instance where you are leaving behind a 

VGW. This is not a minor issue. This is not someone else’s problem. 

If you are the landman setting up these deals, it is your job to 

make sure the NOAs work.

The proper (or improper) preparation of the NOA can have signif-

icant go forward implications if any cost or liability issues arise with 

respect to the excluded wellbore. So what to do. There are only two 

options. The right answer and the common crappy approach.

The right answer is to prepare a partial NOA in every case 

where a wellbore is excluded. The 4B election would read some-

thing like:

“100% of Assignor’s Interest, excluding abandonment and recla-

mation obligations with respect to the XXX wellbore.”
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The problem with the right answer is that it is hard to do. From an 

internal perspective, you need to determine which agreement the 

well pertains to and then use 4B. Simple for a one well scenario, 

much more difficult in a wide area sale or farmout where many 

wells are excluded and many separate contracts are involved. 

You will also face difficulty from external sources. Some admin-

istrators will attempt to reject a partial NOA that excludes only 

wellbore abandonment and reclamation liabilities. There is no 

basis for such a rejection, but hey I hear yah, I generally try to keep 

my head down and just get stuff done too.

This, of course, leads to the alternative common crappy 

approach. Under this method, the vendor prepares full NOAs and 

ignores the excluded wellbores. Easier to prepare and less rejec-

tions. Also, no need to copy mineral and lease files for retained 

interests. Yippee. Let’s go for coffee. The problem is relatively 

minor if the wellbore is already abandoned and reclaimed. There 

will, hopefully, be no further AFEs or JIBs for abandonment or 

reclamation costs and no one really needs to know that the 

assignor/vendor/farmor kept some liabilities.

Very common. The problem is that this approach sometimes 

leads to, painful, discussions of who is responsible for the post 

transaction AFE or JIB relating to the excluded wellbore, months 

or years after the deal closed. The assignee gets the AFE or JIB as 

they are the novated party to the contract. They will hopefully 

remember to forward same to the assignor who will promptly 

pay. Works ok if the proper CS inputting was done above and no 

one has subsequently sold their interest. Works poorly if proper 

land system work was not done or if the accountants get involved. 

Smells like a series of painful and useless meetings trying to 

remember what was done with the wellbore in the sale agree-

ment/farmout agreement.

Always remember that the sale agreement/farmout agree-

ment is the contact that deals with beneficial ownership and 

obligations. It cannot be trumped by a full NOA. A NOA only deals 

with legal rights between the assignee and third parties. It never, 

ever, supersedes the underlying contractual bargain between the 

vendor and purchaser. Honest. Never. I will keep preaching this till 

I die. Too bad most vendor land administrators simply ignore my 

ranting and point to the full NOA and the fact that they no longer 

have a contract file in the file room.

Zonal exclusion: the simple Case
In the old days, when VGWs were still valuable and we were simply 

selling or farming out certain PNG rights, excluding the zone/

formation/pool perforated by the VGW, there was a simple twist to 

the above scenario. We would exclude the three dimensional VGW 

spacing unit in the section and defined formation. On small deals, 

we would specifically define the excluded formation by reference 

to a specific well log. On larger deals, we would sometimes need to 

use a more generic formation exclusion (such as the Belly River). 



The Jaguar Land Group Ltd. specializes in the  

following land administration capacities:

•  Acquisitions and Divestitures  

(pre-closing, closing and post-closing)

• Contract, Mineral, Surface and JV file maintenance

• Data Integration and Land System Conversions

• Due Diligence

• Project Management

• Mentoring

Our goal is to assist your organization in meeting  
its objectives for completion of land administration 
work, on time and on budget.

jaguar land group ltd.  | t. 403.718.0525 | F. 403.264.0703 | www.jaguarland.ca 

Suite 1150, 736 Sixth avenue S.w., calgary, alberta, canada  t2p 3t7

10T
H

E
 N

E
G

O
T

IA
T

O
R

 /
 F

E
B

R
U

A
R

Y
 2

0
1

3

In any event, the tenure and contract concerns are typically less 

complex than for the wellbore exclusion scenario discussed above, 

since we were specifically excluding described PNG rights.

Tenure

For tenure, we are excluding a defined PNG formation for the one 

section gas spacing unit. Perfect. Simply exclude same and create 

a new split in CS.

Contractual Novation

Where you are excluding a formation with wellbores and proba-

bly production, there is no way to be sloppy. You need to prepare 

a partial NOA which assigns the entire interest in the contract 

excluding the assignor’s entire interest in the excluded zone. 

Again simple and clean.

excluding Production from a wellbore: the Complex Case
Lastly, we will examine the exclusion of producing VGWs from 

a sale or farmout. This is a twist on the pure zonal exclusion 

example discussed above. Typically, we have a vendor/farmor 

with existing gas infrastructure tied into existing gas production 

from VGWs. Not puking cash like the good old days, but enough 

production to keep the facilities running and not abandon the 

wells. The purchaser/farmee wants nothing to do with the VGW 

production. They are drilling shiny new horizontal oil wells, or 

sometimes even shiny new horizontal gas wells that can actually 

make money.

Complexity increases due to the prevalence of commingled 

VGWs that are perforated and fraced across many formations, 

including the juicy oil bearing formation that the purchaser/

farmee is interested in drilling. The old zonal exclusion method 

simply does not work if the existing VGW is already perforated in 

the purchaser/farmee’s target pool.

The solution is to restrict the VGW exclusion to production 

from the current VGW in its existing configuration (i.e. from exist-

ing perforations and completions).

Oddly enough, this type of exclusion has always been possible 

and is sometimes seen in very old contracts and land splits where 

the prior owner would retain production only from existing well-

bores and sell the balance of the PNG rights. Tricky split to set up, 

but it can be done and it is a legally enforceable interest. This type 

of split is rare in Alberta due to our old school one well per pool 

spacing regulations. But times are quickly changing.

ERCB Baseline Density Regulations

Today, this type of production only split is being facilitated by the 

new ERCB baseline density drilling regulations for drilling spacing 

units under Part 4 of the Oil and Gas Conservation Regulation.  

In short, the single well spacing unit is dying a not so slow death. 

However, the death is by a thousand cuts. We are not yet abandoning 



Visit us at www.edwardsland.ca to find out what we can do for you

Bright Future.Strong Foundation.

11

T
H

E
 N

E
G

O
T

IA
T

O
R

 / F
E

B
R

U
A

R
Y

 2
0

1
3

drilling spacing units. Rather, we are incrementally changing the 

rules for the areal size of spacing units (i.e. easier and easier down 

spacing and holdings) and now we are adding the concept of allow-

ing more than one well per pool (i.e. increased baseline density).

Increased baseline density allows for multiple producing wells 

from the same ERCB designated pool. The rules apply to gas wells 

and oil wells. The broadest baseline density rule is contained in 

clause 4.040(1)(a) which allows production from two gas wells 

per spacing unit in a pool province wide. The remainder of the 

baseline density rules are either well type specific (i.e. coal bed 

methane) or limited to a geographic areas of the province as set 

out on scheduled maps.

The only proviso to these rules is under clause 4.021(2), which 

requires that “No well shall be produced unless there is common 

ownership throughout the drilling spacing unit”. This creates a bit of 

problem for our poor unloved VGWs, but generally we have been 

ignoring this issue. Topic for another day, or even a fancy pants 

board hearing if someone complains.

Tenure

From a tenure perspective, it is crucial to understand that exclud-

ing a producing well is fundamentally different than either 

wellbore exclusion or zonal exclusion discussed above. You must 

be very clear about what you are intending to do in your sale/

farmout agreement and you must ensure that this tenure split is 

properly reflected in your land system. Failure to be clear will lead 

to problems in the future.

In the agreement, you need to carefully and specifically describe:

•	 the VGWs you are excluding;

•	  the extent of the vendor retained ownership right to produc-

tion from the VGWs (all petroleum substances or NG only?  

If substance limited, what about liquids?);

•	  the ability (if any) for vendor to recomplete, rework or perfo-

rate the VGW in the future. Generally these rights are severely 

restricted. You do not want the vendor to have the right to 

convert the excluded VGW into a new horizontal well in the 

pool you just bought.

It is also common to include a belt and suspenders provision that 

specifically states that all abandonment, reclamation and envi-

ronmental liability for the excluded VGW remain with the vendor. 

Not necessary, but pretty standard.

In your land system, both vendor and purchaser must specif-

ically set up splits for production from the VGW. The split must 

be based upon the wellbore itself and must clearly indicate that 

production from the wellbore (in its current configuration) is 

retained by the vendor.

The split cannot be set up as a standard PNG rights split 

(such as PNG in the XXX formation) since the vendor does not 

own tenure to any zones or formations, but merely the right to 

production from the wellbore. In this age of greater than one well 

per pool per spacing unit baseline density, this distinction is crit-

ical. If the split is improperly set up, either party may incorrectly 

assume that vendor owns the formation (not simply production 

from the excluded wellbore). If so, the vendor may improperly 

recomplete the existing VGW or drill a second well in the pool, or 

the purchaser may improperly believe it cannot drill a new well 

into the pool.

Contractual novation
Equally important is the preparation of a proper partial NOA 

to reflect the excluded right to production from the wellbore. 

Unlike an excluded nonproducing wellbore, a producing VGW has 

production to allocate each month and so the third party operator 

of the well must be provided with a proper partial NOA so they 

continue to properly allocate production.

Further, the partial NOA will very often be immediately 

followed by an ION from the assignee (purchaser) for a new 

horizontal well into the same pool as the VGW. Therefore, the 

partial NOA must clearly express that the PNG rights in the pool 

have been sold (or farmed out) to the purchaser, such that the 

ION is valid. m

Paul Negenman

Lawson Lundell



Suite 201, 2629 – 29th Avenue 
Regina, Saskatchewan S4S 2N9

Land Acquisitions
Freehold Mineral Secialists

Surface Acquisitions
Pipeline Right-of-Way

Rental Reviews
Damage Settlements

Crown Sale Attendance
Title Registration

Potash Projects
Wind Generation Projects
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Board Briefs
the key discussion items at the 

CaPl Board of directors’ meeting 

held January 8, 2013 at the CaPl 

office were as follows:

In Attendance   Absent  Guest 
M. Ariss K. Gibson J. McKnight Denise Grieve

J. Blazevic S. Jackson

G. Boogmans C. Lamb

J. Condon R. Mardjetko

J. Covey K. O’Neil

J. Dornian N. Sitch

K. Egan

•	  Gloria Boogmans, Director of Member Services, presented one 

Honourary and five Active membership applications to the 

Board of Directors, which were approved. Three members were 

also approved to change their membership status from Active 

to Senior. 

•	  Nikki Sitch, Director of Finance, provided a Treasurer’s Report 

as at December 31, 2012 showing CAPL investments totalling 

$925,009.58 Canadian and $31,465.61 U.S. along with a cash 

balance of $210,577.20 Canadian and $2,161.77 U.S. The CAPL 

Scholarship Fund has a balance of $238,626.44. 

•	  Nikki Sitch presented a Motion to approve Numeris LLP, 

Chartered Accountants to prepare the audited CAPL financial 

statements for the year ended December 31, 2012. The Motion 

was approved.

•	  Nikki Sitch presented a draft of the 2013 CAPL Budget. Directors 

were requested to review their portfolios and provide her with 

any updates to the budget. A Motion will be presented to the 

Board to approve the final budget in January.

•	  Jasone Blazevic, Director of Field Acquisition and Management, 

advised that Michelle Rempel, Calgary Centre North MP  

and Parliament Secretary to the Minister of Environment, will be 

making a presentation to the FAM Committee on January 21, 2013.

•	  Kent Gibson, Director of Professionalism, advised that the follow-

ing member recently wrote and passed the Professionalism 

examination:

Ryan Stackhouse, P.Land

•	  Kevin Egan, Director of Education, advised that the round table 

sessions have been completed and a final report has been received 

with respect to a proposed “Emerging Leadership Program”.  

The report is currently being reviewed by the Education Committee 

and will be provided to the members on the CAPL website.

•	  Jim Condon advised that plans are underway for the 2013–14 

Annual Elections that will be held at the April General Meeting. 

The Nominating Committee consists of the following members:

Dennis Eisner, P.Land Kristy Halat-Skulsky

Suzanne Stahl Jim Condon, P.Land

•	  Gloria Boogmans, Director of Member Services, advised that the 

deadline for submitting nominations for the 2012 Merit Awards 

is February 18, 2013. Directors were encouraged to submit nomi-

nations and advise their Committees of the deadline.

•	 Margaret Ariss reminded Directors of the following:

•	  The next Board of Directors’ Meeting will be held February 5, 

2013 at the CAPL Office.

•	  The next General Meeting is Management Night and will 

be held at The Westin Hotel, Calgary on January 17, 2013.  

The guest speaker is Ezra Levant. m

Robert Mardjetko, Secretary/Director, Social
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The Negotiator’s 
Message From 
the Board

2012 was an interesting 
Year for tHe Pr Committee. 
We’ve had some change in our commit-

tee members and volunteers, some 

change in timing for our Ag supple-

ment publication, and raised a new 

record amount for the Alberta 4H clubs 

through our steer raffle. Yet again, I’m really pleased to be 

working with the people on our committee – there is a strong 

backbone of volunteerism, experience and creativity in the CAPL 

and I’m lucky to enjoy a good mix of these skills through the 

people on the PR committee. Again, a sincere thanks to all those 

I’ve worked with to date. A couple of highlights from our last year 

have been summarized below, along with a look ahead to some 

new ideas that we are working on and a go forward direction for 

the PR portfolio.

agricultural exhibitions
Again in 2012 the PR committee continued to participate and 

volunteer at a number of agricultural exhibitions and shows 

throughout Western Canada. This is a portfolio we are continu-

ing to expand and have good exposure at each event to 

meet with concerned land owners, stake holders, and others 

impacted in each region by the ongoing activities of our industry.  

Terry Cutting does a fabulous job running this booth and setting 

up the various venues. The only concern we continue to have with 

this platform for the CAPL is getting volunteers to sit at the booth 

in some of these locations. Again, we reach tens of thousands 

of people through our booth, and would love to have members 

from the Edmonton, Regina, Red Deer, and southern Alberta 

regions support and use this opportunity to reach those in their 

community. Please feel free to contact myself or Terry Cutting 

about where our booth is going to be and when, and hopefully a 

few more people can donate a half day in one or more of these 

areas. Surface and mineral people are both encouraged to attend 

and volunteer, as the myriad of questions and issues that get 

raised involves both skills! Our booth is expanding to a few local 

and small town rodeos as well, as this is something we see as an 

opportunity to meet some of the smaller, more rural populations 

and see how the CAPL is viewed within these communities, and to 

gauge what we can do to help and get the CAPL’s message heard 

to this market. 

Connection Publication
2012 was my first real opportunity to really be involved in 

the Agricultural supplement we publish annually through 

our relationship with JuneWarrenNickles publications group.  

Dean Gould goes the extra mile in coordinating, editing and 

helping outline and advertise for this document. I’d like to 

publicly thank Dean yet again for his efforts this year. We had 

a lot of articles and context this year and the publication took 

a little extra time to get to a finalized document. Print media 

is still a very good forum to use to reach the rural land owner, 

and shifting this publication to an October release date we felt 

would give the target audience a good opportunity to sit down 

and enjoy the document after the rush of fall harvest, but before 

the industry rush of heavy Q4/Q1 oilfield activity. We will be 

approaching this document the same way this year, and have 

so far had some really good feedback as to our publication from 

2012. Topics included in the 2012 document were quite current 

and included wills and probate issues, a walkthrough of surface 

agreement clauses, liquids rich gas information, rental payment 

updates, water use and other issues, helping our association 

reach out to rural stakeholders and inform people on current 

issues from both sides of the industry. If you have an interest in 

contributing an article with respect to this year’s publication, or 

an idea for an article based on some of your current experiences 

in industry, please contact me directly and we will do our best to 

facilitate all articles that are theme specific and properly project 

the CAPL to this market.

4H
What a great year for the steer raffle! We managed to raise an all 

time new all time high and were blessed to contribute $20,000 

to the Alberta 4H. Thanks to all who bought raffle tickets in 2012 

and helped us reach this level, and congrats to the winners!  

It was nice as an association to be able to contribute a little more 

to the 4H and we all enjoyed participating in the 100th anniversary 

of the Calgary Stampede as well. In 2012/2013, our dollars will go 

towards 4H development programs, summer camps, public speak-

ing engagements, livestock shows and scholarships this year for 

4H members throughout the entire province. We have received 

several thank you notes from various 4H members who have 

participated in CAPL funded events, which I know is rewarding 

to those involved in the steer raffle committee. In 2013 we should 

break the 100,000 dollar mark for total funds raised for 4H since 

this initiative was started 8 years ago. 

new initiatives
One of the other things we are working on is an opportunity 

to work on our internal public relations as an association.  

One new idea that we are currently rolling out is to give each 

board member and portfolio within the CAPL an opportunity to 



Farmouts. Sales.  
Opportunities.

PNG Exchange is a web-based service for landmen and 
oil and gas professionals looking to acquire or dispose 
of properties. PNG Exchange benefits companies by 
allowing users to customize their property postings, 
while reaching the maximum number of interested 
parties in the marketplace. It is the quickest and most 
cost-effective way for disposing and acquiring parties 
to connect.

For property details visit www.pngexchange.com or 
open the PNG Exchange layer in geoSCOUT’s Map Window. 

  For further details visit our website. 

 403 462 8057  |  info@pngexchange.com
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have a 10 minute forum at a CAPL general meeting to discuss 

current issues and items in their portfolio. For instance, the 

CAPL PR committee will present at a CAPL general meeting later 

in the year, and will cover items such as the steer raffle, booth 

participation, agricultural supplement and other items. We will 

also provide a list of our committee members and subcommit-

tee leaders, providing each CAPL member an understanding of 

what issues are being addressed, how these issues are being 

handled and who is involved in decisions related to each port-

folio. We feel this will help the membership understand who’s 

involved and what processes are used to address issues for each 

portfolio, as well as provide a direct pipeline to communicate 

and serious issues or opinions/ideas related to those items with 

the proper people involved. We are still working on increasing 

the CAPL’s visibility and voice outside of the walls of the city of 

Calgary, and continue to generate new ideas to use the tools we 

have properly and effectively for the organization. If you have 

any questions or concerns regarding the PR portfolio, please 

give me a shout! m

Chris Lamb

Director, Public Relations
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we used to tHink we are seParate. 
we used to tHink our Business was 
to Cross tHe finisH line first. We used 

to think we could know it all. Our challenges today 

seem much greater than yesterday. The chal-

lenges of tomorrow are expected to be greater yet.  

How will we meet these challenges?

I will tell you a story that links to my answer to 

our question on future challenges.

My son, Dan, lives and works in Los Angeles. 

Last spring, Dan called me; “Dad, remember when  

I was five you started having me join you in 5 and 10  

written BY

DAVID B. SAVAGE
P.land, Ba (eCon), aCC
www.savagemanage.Com
www.tHinksustainaBilitY.Ca
all rigHts reserved

tHe negotiator’s noteBook

Tough Mother, 
Collaboration and 
Sustainability
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km. fun runs?” “Yes.” “Well, before you turn sixty, I want you to join me 

in the first Tough Mudder TM in Canada. It will be at Whistler and will 

cover 20 km. with 22 obstacles.” As he has been in six Tough Mudders 

and qualifies in the top 5% in the world, I was both impressed and 

scared by his challenge. I replied: “Thank you for the opportunity.  

It will scare me into better fitness. Dan, you know I am a negotiator, 

so I must counter propose. I will participate in this extreme mountain 

challenge provided you will stick with me throughout the race and 

that you and I will hold hands as we cross the finish line together.” 

“Agreed!” “Oh and Dan, remember those 5 km. runs when you were 

young?” “Yes.” “You should also remember that I carried you most 

of the way!” “Ha ha!” I looked online and read: “Tough Mudder 

events are hardcore 10-12 mile obstacle courses designed by British 

Special Forces to test your all around strength, stamina, mental 

grit, and camaraderie.“ Obstacles are lovingly named Arctic Enema, 

Underwater Tunnels, Ball Shrinker, Firewalker, Trench Warfare and 

the Mud Mile. Better get to boot camp. This is a big challenge.

Late June, in the cold mountain air at dawn, we are in the 

bull pen at the starting gate for Tough Mudder. I am nervous.  

Holy s-it, the average person here is half my age, this course is up 

and down the mountain, through snow, ice, miles of heavy mushy 

mud, 3+ m. (10’ +) high flat faced walls to get over, ice cold water 

to swim through…! The Navy Seal type starter is yelling and the 

metal music is pounding to get us ramped up for a gruelling day. 

The starter yells through the bullhorn: “Look around you at the 

fifty people in this group. Your mission today is not to beat them. 

Your mission today is to make certain that everyone in this group 

completes the course.” Heh, I am liking this more now.

And, sure enough, the challenge was very tough, the obstacles 

crazy, the mud oozed into my genetic structure and most everyone 

helped anyone else that needed help. With a very few exceptions and 

a few bypassed obstacles, we all completed the course. My son, the 

veteran of six, helped many in this first event in Canada. Just before 

the finish line is Electroshock Therapy (where you run through up 

to 10,000 volts of electricity). As I steeled myself to get through, Dan 

grabbed my hand. After 20 km. and 22 obstacles, we ran through the 

bare electrical wires and crossed the finish line together. 

That day with Dan is now added to our great life memories. This 

picture is, also, a reminder that I/we can overcome great challenges. 

How do we overcome great challenges: by collaboration. Remember, 

the elite special military forces (like Canada’s JTF2 and the American 

Navy SEALs) put collaboration and looking out for one another far 

above the individual’s pursuits. They do this to make certain their 

missions are successful and everyone comes back healthy. In the old 

days, we are led to believe, lone rangers and cowboys were the heroes. 

In the world of today and tomorrow, the cowboys will likely be killed.

For the Canadian petroleum industry, we will succeed even 

more through collaboration. The time of the successful bully bosses 

or a dominant industry is long past. And the challenges we face 

with drilling and developing resource plays, building production 

facilities and constructing pipelines to get our energy to interna-

tional markets are immense and growing. The world doesn’t trust 

us nor do they believe we are working in their or the planet’s best 

interests. Our production is now sold at a massive discount to 

world prices. We suffer, our communities suffer and Canada suffers.  

We are changing and finding ways to work together with many 

people, organizations and communities that appear on the surface 

to be our enemies. Take a few moments to watch oil industry, envi-

ronmental, aboriginal, community and regulatory leaders in the 

video “Working Together” http://savagemanage.com/videos.html. 

This article is titled “Tough Mother, Collaboration and 

Sustainability.” I use the Tough Mudder event as a metaphor for the 

challenges we are now facing as an industry, a nation and a planet. 

Yes, planet earth is, has been and hopefully always will be, a “Tough 

Mother.” Nature is far more powerful and resilient than mankind. 

The challenge we face today is that our human impacts in the past 

century, and increasingly today, are far more substantial than ever 

before in history. For our massive world population (now estimated 

at more than 7 billion), simply making a living is a daily challenge. 

Our industry provides energy, wealth and opportunity. And we also 

create emissions, damage to land and more. We see a worldwide 

outrage against our “Tar Sands” that are purported by some to be 

the tipping point for irrevocable and destructive climate change. 

The problem with all of this is that it reflects very narrow perspec-

tives and interests. We miss the opportunity to come together, 

realize our connections, co-create solutions and create our future. 

 

We must all hang together, or assuredly we shall 

all hang separately.

– Benjamin Franklin

what is Changing?
1. Taking positions rather than acting strategically

We waste time arguing about perspectives and demanding our 

own interests come first.

Whether oil sands development is or isn’t a key contributor 

to climate change, why wouldn’t all of us reduce our footprint in 

practical ways (not only CO2 emissions). 

And, sure enough, the challenge was very tough, the obstacles crazy, the 

mud oozed into my genetic structure and most everyone helped anyone 

else that needed help. With a very few exceptions and a few bypassed 

obstacles, we all completed the course. 
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2. Sense of Isolation

We are all connected; let’s act in ways that honour our environ-

mental, physical and spiritual interconnections. Let’s move from 

“us vs. them” to “we”.

Five years ago, I co-facilitated world cafes in Calgary and 

Fort McMurray on remediation and reclamation of oil sands 

tailings ponds. I experienced the shift from perspectives of 

confidentiality, competitive advantage and intellectual property 

to collaboration. In the past year, COSIA (Canadian Oil Sands 

Innovation Alliance) has been sharing their research and realized 

that three of their members were independently working on 

tailings pond remediation projects. They are now collaborating 

on one research project. 

3. Sustainability = Environmental Protection

In many ways the strong focus on environmental issues has 

detracted from real sustainability.

Sustainability includes three pillars:

a) Economic,

b) Social and 

c) Environmental.

These three pillars are completely connected. Without economic 

sustainability, environmental and social sustainability are dimin-

ished. We cannot separate what makes sense to generate wealth 



• Mineral and Surface Leasing
• Right-of-Way Acquisitions
• Mineral Ownership/Title Curative
• Seismic Permitting
• Mapping/GIS Services
• Abstracts of Title

Elexco Land Services, Inc.
New York: 1.866.999.5865
Michigan: 1.800.889.3574
Pennsylvania:  724.745.5600

Elexco Ltd.
Canada: 1.800.603.5263

www.elexco.com

A FULL SERVICE LAND COMPANY SERVING NORTH AMERICA
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from what supports communities and preserves the environment. 

And the converse is true.

4. Sustainability is Only an Expense

Corporations are now seeing sustainability as a strategic advan-

tage. The 2012 Massachusetts Institute of Technology annual 

Sustainability and Innovation Global Executive Study reports 

that “With the exception of industrial services and media, 

survey respondents have indicated that sustainability related 

plans have contributed to their company’s profits. The survey 

data shows the opposite true: not making the business case for 

sustainability, but attempting such actions, results in a decrease 

in profits.”

5. Social Responsibility is a Side Issue and an Expense

For many years, Michael Porter of the Harvard Business School, 

was well known for his assertion that what is good for business is 

good for the community. Recently, his tune changed 180 degrees. 

Now Porter asserts: “What is good for communities is good for 

business.” In the January 2011 Harvard Business Review, he states;

A big part of the problem lies with companies themselves, which 

remain trapped in an outdated approach to value creation that 

has emerged over the past few decades. They continue to view 

value creation narrowly, optimizing short-term financial perfor-

mance in a bubble while missing the most important customer 

needs and ignoring the broader influences that determine 

their longer-term success… Government and civil society have 

often exacerbated the problem by attempting to address social 

weaknesses at the expense of business. The presumed trade-

offs between economic efficiency and social progress have been 

institutionalized in decades of policy choices. Companies must 

take the lead in bringing business and society back together.  

The recognition is there among sophisticated business and 

thought leaders, and promising elements of a new model are 

emerging. Yet we still lack an overall framework for guiding 

these efforts, and most companies remain stuck in a “social 

responsibility” mind-set in which societal issues are at the 

periphery, not the core. The solution lies in the principle of 

shared value, which involves creating economic value in a 

way that also creates value for society by addressing its needs 

and challenges. Businesses must reconnect company success 

with social progress. Shared value is not social responsibility, 

philanthropy, or even sustainability, but a new way to achieve 

economic success. It is not on the margin of what companies 

do but at the center. We believe that it can give rise to the next 

major transformation of business thinking.

6. We Don’t See the Link Between Our Company and Sustainability

In his 2008 book The Necessary Revolution, Peter Senge, after many 

years working with multinational corporations like COCA Cola, 

Walmart, GE Ford, DuPont, Costco, Shell and IBM reports that:

a)  “There is significant money to be saved. 

b)  There is significant money to be made.

c)  You can provide your customers with a competitive edge.

d)  Sustainability is a point of differentiation.

e)    You can shape the future of your industry. You can become 

a preferred supplier.

f) You can change your image and brand.”

In Savage Management’s 2012 Survey on Leadership and Sustain-

ability, participants told us:

“Companies must take the lead in bringing business and society back 

together. The recognition is there among sophisticated business and 

thought leaders, and promising elements of a new model are emerging.”



 

New Beginnings,  Same Service.  Sky’s the limit 
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7. We Wait for Leaders

Increasingly the conception, collaboration and leadership on 

sustainability opportunities comes from all levels within orga-

nizations. People like you. People like you and your organization 

can collaborate and act in new ways that will vastly improve our 

impacts, how we are perceived around the world and move the 

pricing of our production from heavily discounted to a preferred 

supplier and much more. 

Now look back at our metaphor of the Tough Mudder 

extreme mountain challenge. Remember what the strong 

man at the starting gate in Whistler said: “Look around you at 

the fifty people in this group. You mission today is not to beat 

them. Your mission today is to make certain that everyone 

in this group completes the course.” This course is live and 

our future. 

The walls are getting higher for business. We will make 

our organizations a more positive influence on future gener-

ations. We will do this through awareness, collaboration, 

co-creation, leadership, accountability and our focus on all 

three pillars of sustainability (economic, environmental and 

social). We will profit from this shift. Our commitment is to 

educate, communicate and engage people at all levels of our 

organizations, industry and nation.

Will you participate in the extreme mountain challenge 

and opportunity? Will you be a bystander and nay-sayer? 

What are the consequences of both choices? Think about your 

family, community and our planet 50 years from now. And now 

make decisions on your projects, investments, brand, relation-

ships and impacts in service of today and 50 years from today. 

Together let’s move from self interest and “Green Wash”ing to 

Gifting to our Future. How will you choose to have a more positive 

sustainable impact on your family, organization and community 

today and every day from now on? m

100%

Organizations that integrate sustainability are better at:

protecting the
environment

advancing their
business success

attacting investors respecting their
communities

making decisions based
on the long term

achieving their
objectives

attacting employees

yes

somewhat

no

80%

60%

40%

20%

0%

64.3%

35.7%

50%50% 50% 50%

42.9%

71.4%

92.3%

78.6%

21.4%

28.6%

7.1%7.1% 7.7%

42.9%
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Professional Ethics: Theory & Application

february 26, 2013 8:30 a.m. to 4:30 p.m. 

This seminar is intended to increase the understanding of ethics and 

the dimensions to ethical behavior by stimulating the ethical thought 

process, providing a forum for discussions with respect to land related 

ethical issues. Case studies will encourage class discussion and give 

each participant insight into the morality vs legality question.

Well Spacings and Holdings

february 27, 2013 8:30 a.m. to 4:30 p.m. 

This seminar is designed for landmen and other individuals who 

wish to become familiar with the concepts and regulations asso-

ciated with drilling spacing units and target areas in Alberta and 

B.C. Dispute resolution mechanisms will also be discussed.

ERCB Non-Routine Applications: Mitigating Obstacles (PSL®)

february 28, 2013 8:30 a.m. to 4:30 p.m. 

This seminar focuses on the internal and external challenges 

faced by land professionals in preparing and managing non 

routine facility applications arising from Directive 56. An overview 

of the non routine facility application life cycle will be presented 

in the context of the ERCB.

Directive 056: ERCB Energy Development Applications Public 

Consultation Requirements (PSL®)

march 05, 2013 8:30 a.m. to 4:30 p.m. 

This seminar is designed for land professionals, operations engi-

neers and any other technical personnel who may be responsible 

for ERCB applications or regulatory compliance issues.

Understanding Crude Oil and Natural Gas Marketing

march 07, 2013 8:30 a.m. to 4:30 p.m. 

This seminar is designed for industry personnel who want an 

overview of the fundamentals of oil and gas marketing.

Acquisitions and Title Review: A Practical Guide

march 13, 2013 8:30 a.m. to 4:30 p.m. 

This seminar is intended for landmen and other personnel who 

are responsible for coordinating the conduct of title review with 

outside counsel or those conducting due diligence reviews and 

rectifying title deficiencies when acquiring assets.

Surface Rights Law (PSL®)

march 14, 2013 8:30 a.m. to 4:30 p.m. 

This seminar is for industry personnel working with Surface 

Agreements and the applicable legislation governing the rights of 

the surface owners and third parties.

Conventional Exploration Agreements: Junior Level

march 19, 2013 8:30 a.m. to 4:30 p.m. 

This seminar is intended for those landmen, contract analysts 

and administrators requiring an introductory understanding of 

conventional exploration agreements.

Fiduciary Duties

march 26, 2013 9:30 a.m. to 12:00 p.m.

This seminar is intended for experienced landmen and joint 

venture personnel involved in acquisitions, divestments and explo-

ration, operating, and joint ventures agreements. It is required for 

CAPL’s professional certification program.

Directive 071: Emergency Preparedness and Response 

Requirements (PSL®)

march 27, 2013 8:30 a.m. to 4:30 p.m. 

This seminar is intended for surface land agents and other indus-

try personnel. The instructor will focus on Emergency Response 

Preparedness, Key Regulatory Requirements and Stakeholder 

Consultation Expectations for the Petroleum Industry in Alberta 

as outlined in the ERCB Directive 71.

Resolving Conflict Through Negotiation

march 28, 2013 8:30 a.m. to 4:30 p.m. 

This seminar is designed for landmen and other individuals who 

wish to upgrade their communication skills through the use of 

interest-based negotiations. This negotiation model is the model 

used in the settlement of disputes by the ERCB and subscribed to 

by the C2C Task Force. m

Get Smart
the CaPl education Committee is pleased to present the following courses:
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St. Patrick’s Day 
CAPL Networking 

march 14, 2013
Craft Beer market
doors open at 5:00 p.m.
more exciting details to come!



ENVIRONMENTAL PLANNING

ENVIRONMENTAL PLANNING BEFORE, DURING, AND AFTER YOUR PROJECT

LandSolutions offers a full range of environmental-planning services, and facilitates regulatory applications 
and submissions your industry may require. Whether you are in the process of planning or developing 
new projects or abandoning old facilities, our suite of environmental services, combined with our full-
service land department, will help you streamline field activities, regulatory requirements, and application 
timelines.

Environmental Planning isn’t easy, but that is why our clients choose us. Let us show you the way.
Call 1-866-834-0008 to learn more about our services.

Plan for
Success.

WWW.LANDSOLUTIONS.CA



WESTERN CANADA LAND SALE and DRILLING RIG REVIEW

THE EXPERTS IN LAND ACQUISITION AND MANAGEMENT SERVICES.

LandSolutions LP #200, 601 - 10 Ave SW Calgary, AB T2R 0B2 1-866-834-0008
www.landsolutions.ca
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office:403.912.2600 toll-free:1.888.912.2640 www.evolveinc.ca
Mitigating Surface Impacts, while Supporting Responsible Energy Development
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2013 CAPL Squash 
Tournament
the glencoe Club (636 – 29 ave. s.w. Calgary, aB)
saturday, march 2, 2013 at 5:00 p.m. 
entry fee: $70.00 (which includes gst, a shirt, prizes, 
food and beverages)

we would like to welCome all CaPl memBers 
and tHeir guests to tHe 2013 CaPl squasH 
tournament. This tournament is great fun for all players from 

beginners to the most competitive. Check in at the west entrance of 

the Glencoe on the 2nd level and head down to the squash courts. 

Dinner, prizes, more refreshments, and some night bowling will 

follow in the bowling alley at the Glencoe after the tournament.

Please complete the entry form on the CAPL website and send 

it with your cheque made out to “2013 CAPL Squash Tournament” 

to Pat Burgess at Gowling Lafleur Henderson LLP, 1400, 700 St. S.W., 

Calgary AB, T2P 4V5.

This tournament is a great way to promote and market your 

company and yourself.

If you are interested in sponsoring this event please contact 

any of our committee members:

Pat Burgess patrick.burgess@gowlings.com 

scott Clapperton rockfordland@shaw.ca 

Brad Purdy bpurdy@hqrl.ca 

kevin koopman kkoopman@scottland.ca 

don austin dkaustin24@hotmail.com

Chris Bartole chrisb@absoluteland.ca

Brad Johnston Johnston@Carnaby.ca 

dan Cicero dcicero@huntoil.com 

Breanne ramsay breanneramsay@brittland.com 

Please note that white clothing is required for racquet sports at 

the Glencoe Club. m



Pursuing Perfection

www.synergyland.ca    |    1.877.961.LAND (5263)

SASKATCHEWAN
From Many Peoples Strength

• Acquisition and divestiture expertise

• Crown and freehold mineral land acquisitions

• Active, locally based land agents

• Engaged and knowledgeable administrators

Synergy Land would like to introduce 
our Regina branch manager, Troy Welder.

Troy’s ten-plus 
years of experience 
at the Saskatchewan 
Information Services 
Corporation has 
given him exceptional 
knowledge and 
reporting skills.

Synergy Land Regina:
22 – 395 Park Street
Regina, SK  S4N 5B2

P: 306.546.LAND (5263)
F: 306.569.8905

Located just north of Victoria Avenue 
on 11th Avenue E.
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36th Annual 
CAPL Curling 
Bonspiel
Date: Thursday, February 28, 2013

Place: Calgary Winter Club, 4611 14 Street N.W.

Program: Registration 11:30 am

 Networking (Buffet Lunch) 11:45 am

 Curling 12:45 pm

 Cocktails 5:30 pm

 Dinner, Entertainment, Prizes 6:30 pm

Cost: CAPL Members $130.00 (includes GST)

 Non-CAPL Members $150.00 (includes GST)

 Sponsors  $350.00 (includes GST 

and 1 curler)

Format: The bonspiel will consist of three games (4 ends per game). 

Teams will be selected from entries received and will be published 

in the Daily Oil Bulletin so please look for it. The entire Winter 

Club Curling Facility has been booked to accommodate 20 teams 

(80 curlers). All levels of curlers are encouraged to participate. 

We have sold out the past 6 years so get your entries in. 

Please forward your entry form along with a Visa/MasterCard # 

or cheque made payable to:

CAPL Curling Bonspiel

c/o Scott Land & Lease Ltd.

Suite 900, Bow Valley Square 1

 202 6 Ave. S.W.

Calgary, Alberta T2P 2R9

Attention: Kevin Koopman

Any questions regarding the Bonspiel should be directed to the 

2013 Curling Committee:

Kevin Koopman  261-6584 Ali Groppmair 604-0309

James McCorquodale 930-3301 Donna Phillips  718-8552

Rob Heynen 645-5529 Jordan Murray  213-8005

Mike Twomey 298-7850 Tasha Anderson  767-6474

Please contact Ali Groppmair, Jordan Murray, Rob Heynen or James 

McCorquodale for sponsor details.

Please Note: The registration curling form is available on the CAPL 

Website at www.landman.ca. m



Comprehensive Land Management Software
LandRiteTM

REQUEST YOUR FREE DEMO TODAY

Ph. 587 952 8000 info@divestco.com www.divestco.com

by visiting  http://goo.gl/6s5ax

High scores for efficiency 
and saving time.

For further information about LandRite,  
please visit us at 

www.divestco.com/software/landrite
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Roster Updates
new members

The following members were approved by a Motion 

on January 8, 2013:

Applicant Current Employer Sponsors

Active

Brett Booth Petrus resources ltd. rick Braund 

  marcus mclafferty, P.land 

  elaine moses, P.land

Brad Danyschuk Cenovus energy inc. Janet Harren, Psl 

  Colin kay 

  frank terner, P.land

Travis Hanna standard land mikala Hansen 

 Company inc. walter vrataric 

  aaron williams

Rebecca Hogan shell Canada limited linda edmunds 

  John miele 

  sara olineck

Brett Norrie Husky oil operations susan gramlich 

 limited Jason norrie 

  ray ramsay

Active to Senior

Lois Kaake independent

Brenda Mayder mayder management inc.

Randolph Woods independent m

On the Move 

Laurie Agate equal energy ltd.

 to laurie agate Consulting ltd.

Dean Barnieh independent

 to sekur energy management Corp.

Murray Brown aim land services ltd.

 to synergy land services ltd.

Joan Dornian mcmillan llP

 to independent

Dianne Farrish suncor energy services inc.

 to Blackshale resources inc.

Richard Fulton, P.Land magellan resources ltd.

 to elcano exploration inc.

Norm Ganes independent

 to Barrick energy inc.

Carla Johanson fairborne energy ltd.

 to legacy land systems ltd.

Candace Kendrick independent

 to Canadian natural resources limited

Catherine Lalonde CC resources group ltd.

 to Cenovus energy inc.

Jeff McKenna independent

 to Pendo Petroleum inc.

Goran Mihaljevic independent

 to rife resources ltd.

John Parry tervita Corporation

 to tBs energy Corp.

Agostino Pezzente Penn west exploration

 to independent

Ken Robinson J & k Petroleum land mangement ltd.

 to independent

Barry Rowe, P.Land maverick land Consultants 2012 ltd.

 to Hma maverick land services

Tyler Semashkewich, PSL altagas utilities inc.

 to suncor energy logistics Corporation

Lori Stern l. stern Consulting ltd.

 to marquee energy ltd.

Sheri Wannamaker Heritage surface solutions ltd.

 to encana Corporation

Paula Whitteron, P.Land red river oil inc.

 to Beaumont energy inc.

Trent Wiest d.r. Hurl & associates ltd.

 to imperial oil resources

Nancy Wilson, P.Land nexen inc.

 to independent m



Quality landwork begins with...

Respect.
780.679.4222   

www.lwrs .ca

Land Acquisition | Land Administration | Public Consultation | Regulatory Compliance
 Crown Land EAP and Environmental Field Reports | First Nation Consultation 

29

T
H

E
 N

E
G

O
T

IA
T

O
R

 / F
E

B
R

U
A

R
Y

 2
0

1
3

2013 CAPL 
Conference

as we kiCk off anotHer 
Calendar Year, there are 

already numerous challenges 

facing Land professionals and 

our industry as a whole, so don’t 

let maximizing value from your 

marketing/advertising/sponsor-

ship budget be one more headache 

to deal with!

With its new format, new 

focus and great location, record 

attendance is expected for the 

2013 Conference, and record attendance means maximum exposure 

for those wanting to showcase their companies, people, products or 

services. A long list of sponsorship opportunities has been identified 

for this year’s Conference – including opportunities new for 2013 

– which means something for everyone. Sponsorship can provide 

exposure before, during or after Conference, to a group as small as a 

dozen or as large as the entire CAPL membership, can be electronic 

or tangible, cutting-edge or tried-and-true. 

Just as opportunities are varied, so are the needs and goals of 

our sponsors. We look forward to working with the entire Land 

community and energy industry to ensure that your company is 

matched with a meaningful opportunity that fits your budget and 

allows you to achieve your marketing and business development 

goals. Plan on signing some free agents this year to strengthen 

your bench and want to tell the world (well, at least the Land 

world)? We can help. Want to see your corporate logo prominently 

displayed within a corporate box at Rogers Centre during a Jays 

game? Let’s talk! 

Although it is our committee’s goal to contact as many veteran 

sponsors and potential draft picks as early in 2013 as possible, we 

welcome enquiries on sponsorship opportunities at any time to 

any one of the following committee members:

Mike Anderson Chris Bartole Dan Cicero

Dallas Henderson Garrett Laudel Chris Palacz

Natalie Planeta Aaron Rodatz Rich Rowe

Marty Scase Colin Szopa Cam Urquhart

Kevin Walz

On behalf of the 2013 Marketing Committee and Conference 

Executive, we thank you in advance for your support and look 

forward to having you play a part in The New Playbook! m

31st

RECEPTION
ANNUAL

Please RSVP by Feb 28, 2013
to Tara by phone (403) 556-8207
or email rsvpocla@oldscollege.ca

You are cordially INVITED  
to meet students from the 

Land Agent &  
Land Administration Programs

This invitation is open to past graduates, 
people in all aspects of energy, right-of-way 
and/or land management and other related 
industries. 

Your attendance and support at this 
reception is greatly appreciated!

Thursday, March 7, 2013
4:00 – 8:00 pm

Fairmont Palliser Hotel
The Crystal Ballroom

9th Ave. & 1st St. S.W.
Calgary, Alberta



FULL SERVICE PROVIDER OF LAND SERVICES
Head Office Calgary Tel: 403-265-1116

1300, 734 - 7th Ave SW, Calgary, AB  T2P 3P8

info@standardland.com            www.standardland.com   Standard Land Company Inc            Winston E. Gaskin, President

Calgary: 1-866-858-1116           Vancouver: 1-877-687-1102           Regina: 1-866-441-2039           Toronto: 1-877-598-1116

Standard Land
Since 1994, Standard Land’s experience in negotiating land access in highly sensitive
environments with multiple stakeholders has served a single purpose: success.

Let us put our experience to work for you.

CORE SERVICES » Everything “Land”

From simple consultation to large-scale
project management, Standard Land expertly
manages it all:

• Freehold Mineral Acquisition

• Crown Sales

• Surface Land

• First Nations Consultation

•   Non Routine Project Management

•   Surface and Regulatory Compliance

•   Full suite of additional Services

With over 100 employees across Canada,
contact Standard Land to discuss your project today.

KEY PERSONNEL

Surface Acquisition: Randy Funkhouser
RandyF@standardland.com

Mineral Acquisition: Mikala Hansen
MikalaH@standardland.com

Crown & Mineral Administration: Terri Dechka
TerriD@standardland.com

StandardLand_ADV_Negotiator_Layout 1  12-09-11  10:01 AM  Page 1
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The Social Calendar

EvEnt DAtE tIME LOCAtIOn
COSt 

(InCLUDInG GSt)
COntACt nAME COntACt PHOnE COntACt EMAIL

REGIStRAtIOn 
DEADLInE

2013 CAPL Ski 
trip

8-Feb-13 7:00 AM Lake Louise
Members: $125

Non Members: $150
Natalie Planeta

Will Glass
(403) 476-7530
(403) 648-2302

nplaneta@millgeo.com
will.glass@bonavistaenergy.com

NA

CAPL February 
General Meeting

21-Feb-13 5:00 PM The Westin
Members: No charge

Non Members: $99.75
Karin Steers (403) 237-6635 ksteers@landman.ca 14-Feb-13

2013 CAPL 
Curling Bonspiel

28-Feb-13 11:30 AM
Calgary Winter Club 
4611 14 Street N.W.

Members: $130
Non Members: $150

Kevin Koopman (403) 261-6584 kkoopman@scottland.ca 13-Feb-13

2013 CAPL 
Squash 

tournament
2-Mar-13 5:00 PM

The Glencoe Club
636 29 Avenue S.W.

Members: $70
Non Members: $70

Patrick Burgess (403) 298-1980 patrick.burgess@gowlings.com NA

CAPL March 
General Meeting 

14-Mar-13 5:00 PM
Craft Beer Market 

345 10 Avenue S.W.
Members: No charge

Non Members: $73.50
Kaitlin Polowski (403) 237-6635 reception@landman.ca 7-March-13

2013 CAPL 
Spring Ball

20-Apr-13 5:00 PM Hotel Arts
 Members: $100

Non Members: $100
Mandy Cookson (403) 515-5733 Mandy.Cookson@dvn.com NA

* Please note: Registration forms can be downloaded from the CAPL website:
 General Meetings: http://landman.ca/events&meetings/general_meetings.php
 Social: http://landman.ca/events&meetings/social_events.php



Since 1978, Vertex has provided a versatile suite of services available to ensure 
regulatory compliance and project success from development, through production, 
ending with abandonment and reclamation. We can handle any project related to:

Surface Land Acquisition 
Mineral Rights Leasing 
Provincial Land Sales 
Emergency Response Planning 

Public Consultation & Notification 
Land Administration 
Project Management
Acquisition & Divestiture

VERSATILITY. EXPERTISE.

403.229.3969   |    vertex.caConstruction Services  |  Consulting & Engineering  |  Rentals & Oilfield Hauling

* P
reviously Pioneer P

rofessional S
ervices G

roup
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CAPL Calendar  
of Events
february
 4 Monday Saskatchewan Land Sale
 5 Tuesday Board Meeting
 6 Wednesday Alberta Land Sale
 8 Friday Lake Louise Ski Trip
 13 Wednesday  Manitoba Land Sale
 18 Monday Family Day
 20 Wednesday British Columbia Land Sale
 21 Thursday General Meeting
 26 Tuesday Professional Ethics: Theory & Application
 27 Wednesday Well Spacings and Holdings
 28 Thursday  ERCB Non-routine Applications: Mitigating 

Obstacles (PSL®) m

march
 2 Saturday Squash Tournament
 5 Tuesday  Directive 56: ERCB Energy Development 

Applications Public Consultation Requirements
 5 Tuesday  Board Meeting
 6 Wednesday Alberta Land Sale
 7 Thursday Understanding Crude Oil & Gas Marketing
 13 Wednesday  Acquisitions and Title Review: A Practical Guide
 14 Thursday  Surface Rights Law (PSL®)
 19 Tuesday Conventional Exploration Agreements: Jr Level
 20 Wednesday Alberta Land Sale
 26 Tuesday Fiduciary Duties (Half Day: A.M.)
 27 Wednesday  Directive 71: Emergency Preparedness and 

Response Requirements (PSL®)
 27 Wednesday BC Land Sale
 28 Thursday Resolving Conflict Through Negotiation
 29 Friday  Good Friday
 31 Sunday Easter Sunday m

February Meeting
thursday, february 21, 2013
speaker:   tom Harris, executive director, international 

Climate science Coalition (iCsC)

Reception: 5:00 p.m.

Dinner: 6:15 p.m.

Where: The Westin

   320 4 Avenue S.W.

Cost:   No Charge for Members

   Guests $99.75 includes GST

All members are required to confirm their attendance by return email. 

Only guests are required to purchase a ticket. Please list guest(s) name and 

company(s) in your response. Email ksteers@landman.ca. Please confirm your 

attendance by email before noon on February 14, 2013. m

March Meeting
thursday, march 14, 2013
st. Patrick’s day networking

Time:  5:00 p.m.

Where: Craft Beer Market

   345 10 Avenue S.W.

Cost:   No Charge for Members

   Guests $73.50 includes GST

All members are required to confirm their attendance by return email. Only 

guests are required to purchase a ticket. Please list guest(s) name and compa-

ny(s) in your response. Email reception@landman.ca. Please confirm your 

attendance by email before noon on March 7, 2013. m



P R O V I D I N G  T H E  C O R N E R S T O N E  
O F  E X P L O R AT I O N  E F F O R T S

TRANSFORM YOUR PERSPECTIVE. REMOVE UNCERTAINTY. 
MAKE SOUND DECISIONS.

IHS Land Data provides the cornerstone of exploration efforts. Accumulated for over 
50 years, our information begins with the first Calgary Field Title Service office that 
opened in the 1950’s, meaning our mineral land rights information offers the most 
comprehensive coverage in Western Canada. With over 390,000 crown agreements, 
450,000 freehold titles and 1.3 million caveats, IHS provides you quality data, unique 
perspectives and industry insight you can’t find anywhere else.

Eliminate inconsistency and 
improve decision-making with IHS 
information and software tools.



Benefit from the experience of our freehold acqui-
sition specialists who have acquired tens of thou-
sands of freehold mineral leases and completed 
thousands of projects involving over 10 million net 
acres throughout Western Canada. Though your 
projects may vary in complexity, they will be profes-
sionally handled with multiple internal checks and 

balances. Our freehold acquisition team delivers 
the most comprehensive tract sheet in the industry 
to keep you updated. Our proven systems ensure 
your final lease package will be complete, accurate 
and error free—and we have the numbers to back 
it up. Trust your next project to the professionals at 
Scott Land & Lease.

Suite 900, Bow Valley Square 1, 202 – 6 Avenue SW, Calgary, Alberta, T2P 2R9 Ph: 403 261 1000 www.scottland.ca

Calgary Edmonton Grande Prairie Lloydminster Regina Fort St. John

Left to Right: Greg Meidinger, 
Bryan Edstrom, Shaun Kozak.

Leasing more freehold mineral land each 
year than any other land company.

Which makes our freehold mineral leasing team the best in the business.
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